1. Company Information

RayHarvest Solar is a leading company in the renewable energy industry, dedicated to
providing clean and cost-effective solar solutions for homes and businesses. Established in
2015, we've been at the forefront of promoting the adoption of solar energy, enhancing the
quality of life, and contributing to a sustainable future.

Our Mission:

"To provide affordable, reliable, and efficient solar energy systems that contribute to a cleaner
and more sustainable environment."

Our Values:

. Customer Focus

. Innovation
. Quality
. Integrity

. Sustainability

2. Product Knowledge
Solar Panels

Our solar panels are made up of high-efficiency monocrystalline cells. Monocrystalline
technology, the most efficient solar technology available, ensures our customers get maximum
power output for their homes or businesses. These panels are designed to perform optimally in
various weather conditions, ensuring a consistent supply of renewable energy. Additionally,
they come with a robust and durable design that guarantees a long lifespan, making it a
worthwhile investment for our customers.

Each panel's power rating can range from 320 to 400 watts, depending on the model. As a sales
representative, it's important to guide customers towards the right panel size based on their
energy needs, roof size, and budget. Remember, a well-designed solar system can cover a
significant portion of the customer's electricity bill, contributing to substantial savings over
time.

Solar Inverters

Solar inverters are integral to our solar energy systems. The solar panels generate Direct
Current (DC) power, but most home appliances use Alternating Current (AC) power. The solar
inverter's job is to convert the DC power from the panels into usable AC power.

We offer two types of inverters: string inverters and microinverters. String inverters are ideal
for systems where panels get similar sunlight, while microinverters work best for more complex



installations where panels receive differing amounts of sunlight. Both offer their unique
advantages, and it's our responsibility to help customers choose the most suitable one
according to their system configuration.

Solar Batteries

Solar batteries enhance the functionality and convenience of our solar energy systems. By
storing excess power generated during peak sunlight hours, these batteries ensure that solar
power is available during nighttime, cloudy days, or power outages.

We provide lithium-ion solar batteries known for their high efficiency, long life span, and deep
discharge capabilities. The capacity of the battery should match the customer's energy usage
patterns and the size of their solar panel system. It's crucial to explain to customers the benefits
of installing a solar battery system, including energy independence, greater savings, and a
reliable power supply.

Solar Monitoring System

Our solar monitoring system is a digital platform that allows customers to track their solar
system's performance in real-time. It displays important data such as power output, energy
consumption, and the amount of solar energy stored in the battery. This information can be
accessed remotely via a smartphone or computer.

This system serves two primary functions. First, it allows customers to understand their energy
habits better, helping them optimize their energy usage. Second, it helps detect any issues with
the system, ensuring it's always working at peak efficiency. As a representative, emphasize the
transparency and control this system offers to the customer, ultimately enhancing their solar
experience.

Being equipped with detailed product knowledge allows you to answer any customer inquiries
confidently and accurately. It also ensures that you can guide them in designing a solar system
that perfectly fits their unique energy needs. Remember, our ultimate goal at RayHarvest Solar
is to make the transition to solar energy as smooth and beneficial as possible for every
customer.

3. Offers and Discounts

At RayHarvest Solar, we understand that the initial investment for a solar energy system can be
substantial. To help mitigate these costs and make solar energy more accessible to everyone,
we regularly run special promotions and discounts. Understanding these offerings is essential to
helping our customers choose the best deal.

Early Bird Discount



Our Early Bird Discount is designed for proactive customers ready to harness the power of the
sun swiftly. For the month of August 2023, we're offering a 15% discount on the total cost of
any solar energy system for customers who sign contracts within the first week of their inquiry.

This can lead to substantial savings. For instance, on an average solar panel system costing
$20,000, an Early Bird Discount of 15% would save the customer $3,000. As a sales
representative, make sure to communicate this offer clearly to potential customers so they can
seize the opportunity and maximize their savings.

Referral Discounts

Our Referral Discount program is a win-win proposition for both our existing customers and
RayHarvest Solar. If an existing customer refers a new customer to us, and the new customer
purchases a solar energy system, both parties receive a discount.

The existing customer gets a $500 discount on their next purchase or a $500 cash rebate if they
don't plan to make further purchases. The newly referred customer gets a $500 discount on
their solar system.

We're currently running a special where, if an existing customer refers three new customers
within a year, they can get a free solar battery worth $3000. This is a fantastic opportunity for
customers to improve their solar energy system while helping their friends and family to
transition to clean energy.

It's important to communicate these offers clearly and effectively to our customers. Help them
understand the eligibility criteria and the potential savings they can make. Highlight the
benefits of timely decision-making and referring others to RayHarvest Solar.

Remember, each customer's situation is unique, and what works best for one may not work for
another. Always strive to understand your customers' needs and guide them towards the best
deal accordingly. With RayHarvest Solar's offers and discounts, solar energy can be a feasible
and cost-effective solution for everyone.

4. Payment Plans

To accommodate varying budgetary needs, RayHarvest Solar provides multiple payment
options. These plans ensure our solar solutions are accessible to everyone, regardless of their
financial circumstances.

Cash Purchase



A cash purchase involves paying the full amount upfront. This plan is ideal for customers who
can afford to pay for their solar system in one lump sum. By eliminating interest payments and
monthly dues, this option offers the highest long-term savings.

For example, a $20,000 solar system paid in cash might save a customer around $5,000-56,000
over the system's lifetime compared to other payment methods. We often run cash discounts,
so always be sure to check for current promotions that may apply.

Financing

For those unable to make an outright purchase, we've partnered with trusted finance
companies to offer low-interest financing options. This involves paying a fixed monthly amount
over an agreed period, typically between 5 to 20 years.

With our competitive interest rates, a typical financing plan might involve a $20,000 system
being paid off at about $150-5200 per month over 20 years. The actual rates and terms will
depend on the customer's credit score and the financing partner's conditions.

Lease

In a lease agreement, the customer essentially rents the solar system for a set period, typically
20-25 years, while enjoying the power it generates. The customer pays a fixed monthly lease
payment to RayHarvest Solar and, in return, receives lower energy bills.

A lease agreement requires no upfront payment and allows customers to enjoy solar power's
benefits without the ownership responsibilities. However, since RayHarvest Solar retains
ownership of the system, lease customers are not eligible for any solar tax credits or incentives.

Power Purchase Agreement (PPA)

A PPA is similar to a lease, but rather than paying a fixed lease payment, customers pay for the
actual power generated by the solar system. RayHarvest Solar installs and maintains the system
at no cost to the customer, who then buys the electricity produced at a fixed rate that's
typically lower than the local utility rate.

Like leases, PPAs don't require any upfront costs, and RayHarvest Solar handles all
maintenance. However, customers don't own the system and hence can't claim any tax credits
or incentives.

In all cases, it's important to clearly explain each payment plan's pros and cons to the
customers. By understanding their financial situation, energy needs, and long-term goals, we
can guide them towards the payment option that suits them best. Our mission at RayHarvest



Solar is to ensure everyone can enjoy the benefits of solar energy in the most financially
convenient way possible.

5. Common Objections and Solutions
Cost

A frequent concern customers have is the cost of solar energy systems. While the initial
investment might seem high, it's important to explain the long-term savings associated with
solar energy. Over time, the reduction in energy bills typically outweighs the upfront cost.

To ease initial cost concerns, we offer a variety of flexible payment plans:

. Cash Purchase: For those who can afford to pay upfront, this option provides the
highest long-term savings.
. Financing: We partner with several financial institutions to provide competitive
financing options, allowing customers to pay off their systems over time.
. Lease: For those who prefer not to own the system, they can lease it from us. They
enjoy the benefits of solar energy without the upfront cost.
. Power Purchase Agreement (PPA): This option allows customers to only pay for the
power they use, not the solar panels themselves.
It's crucial to highlight that each state offers various incentives and tax credits to reduce the
cost of solar installation, further enhancing the financial appeal of going solar.

Effectiveness

Another common objection is around the effectiveness of solar panels, especially in regions
with less sunlight. Our solar panels use high-efficiency monocrystalline cells, designed to
produce maximum power even under suboptimal sunlight conditions. Furthermore, solar
energy isn't just about sunny days; it's about the overall solar radiation over the year, and even
areas known for being cloudy receive enough sunlight for an effective solar panel system.

Demonstrate to customers the performance data from past installations in similar geographic
and climatic conditions. This concrete evidence can help dispel doubts about the effectiveness
of our solar panels.

Installation

Potential customers may also express concerns about the complexity of installation and
maintenance. It's essential to assure them that our professional installation team handles
everything - from system design to obtaining necessary permits, from installation to post-
installation inspection.



Our team follows a rigorous protocol to ensure the safe and efficient installation of each
system. We also provide a comprehensive warranty that covers system performance and
maintenance, offering customers peace of mind.

Addressing objections is an important part of the sales process. By understanding the specific
concerns and providing clear, well-informed responses, you'll be able to build trust with
customers and guide them towards making the decision to adopt solar energy with RayHarvest
Solar.

6. CRM & Lead Processing

Our CRM (Customer Relationship Management) system is a critical tool for managing
interactions with both potential and existing customers. This database assists in organizing and
managing leads, ensuring follow-ups, resolving issues, and fostering relationships.

Lead Entry:

Upon receiving a new lead, sales reps should promptly enter it into the CRM system. Essential
information includes:

. The lead's full name

. Contact information (phone number, email, address)

. Source of lead (e.g., referral, advertisement, website inquiry)

. Date and time of the first contact

. The representative responsible for the lead
Ensure that all data is accurately entered as it's critical for future communications and
interactions.

Lead Tracking:

After each interaction with a lead, update their status within the CRM. This might include:

. Initial contact made

. Appointment scheduled

. Quotation sent

. Follow-up scheduled

. Won or lost opportunity
It's important to log every interaction, whether it's a call, email, meeting, or any other form of
communication, along with any noteworthy details or next steps. This comprehensive record
provides an overview of the lead's journey and helps identify where they stand in the sales
funnel. Consistent updates ensure that no lead gets lost or overlooked.

Task Management:



The CRM system also aids in managing tasks effectively. This includes scheduling appointments
with leads, setting reminders for follow-ups, and tracking critical milestones in the sales
process. Key steps include:

. Scheduling Appointments: As soon as a lead agrees to a meeting or a call, schedule it in
the CRM system. Add the date, time, location (if applicable), and purpose of the
appointment.

. Setting Reminders: It's essential to follow up with leads consistently. If a lead requests a
follow-up or if a representative decides that one is necessary, set a reminder in the
CRM. This ensures that the lead is contacted at the right time, improving the chances of
conversion.

. Tracking Milestones: Update the CRM each time a lead hits a significant milestone. This
includes moving from a prospect to a quoted lead, and then finally, to a customer.

In summary, regular and accurate usage of the CRM system is essential for a well-structured
and effective sales process. It allows sales reps to manage their tasks and leads effectively,
ensuring that every lead is given the attention they need. In addition, it provides valuable data
that helps identify trends, evaluate performance, and plan future strategies. Remember, the
success of our sales process heavily relies on the diligence in updating and utilizing the CRM
system.

7. Follow-Ups

Effective follow-ups are key to nurturing relationships with potential and existing customers,
ultimately leading to higher conversion rates and customer satisfaction. They should be
conducted with strategic timing and purpose.

After First Contact

The initial follow-up should take place 24 to 48 hours after the first contact with the prospect.
This is a critical period where the lead's interest is piqued, and their memory of the interaction
is fresh. It's crucial to reach out promptly to show our dedication to addressing their needs. This
follow-up may take the form of an email or phone call.

The goal is to address any lingering questions or concerns the lead may have, provide additional
information if needed, and set the stage for future engagement. It's also the perfect time to
schedule a follow-up appointment, possibly for a site assessment or product demonstration. Be
proactive and ask if the prospect needs more clarification on anything discussed during the
initial contact.

Post-Quotation

Once a proposal or quotation has been sent, it's essential to schedule a follow-up within 3-5
business days. This will allow the prospect some time to review the proposal and come up with



any questions or concerns. Use this opportunity to go over the proposed solution in detail,
including the products recommended, system cost, estimated savings, and payment plans.

Encourage the lead to express any doubts about pricing, technology, installation process,
warranties, or the expected timeline. Be patient and supportive, making sure to address each
issue satisfactorily. This follow-up is critical to moving the sale forward, so strive to convert any
hesitation into confidence and agreement.

After Installation

Once the system is installed, it's time to ensure the customer is satisfied with the product and
service. This follow-up should be scheduled approximately 1-2 weeks post-installation. The goal
is to ensure the system is performing as expected, and the customer is comfortable with its
operation.

This is also an opportune time to introduce the referral program to the customer. If they are
satisfied with their system and the service provided, they are more likely to recommend

RayHarvest Solar to their network. However, it's essential to approach this subject tactfully —
ensure that the customer's needs are met before shifting the conversation towards referrals.

In all follow-up communications, professionalism and genuine concern for the customer's needs
must be maintained. Always document each follow-up in our CRM to keep track of the
customer's journey and ensure no lead or client falls through the cracks.

Remember, effective follow-up is about building relationships and trust, not just making a sale.

8. Referral Program

Our referral program is a powerful tool for promoting RayHarvest Solar's offerings while
rewarding our loyal customers who refer new clients to us. The details of our referral program
are as follows:

Referral Entry

When a customer refers a new client to RayHarvest Solar, the first step is to enter the referral's
information into our CRM system. This includes the referral's name, contact information,
location, and any specific needs or requests they have related to a solar system. This
information is critical for following up with the referral, addressing their queries, and
customizing our offerings to suit their needs.

As a sales representative, you must ensure that you have the referrer's consent before entering
the referral's information into our system. Respect for privacy is paramount in building and
maintaining trust with our clients.



Referral Tracking

Once the referral is in our system, the next step is referral tracking. We closely monitor the
referral's progress through the sales process - from initial contact, to providing a quote, right up
to the installation of the solar system.

The CRM system will track all interactions with the referral, such as emails, calls, and
appointments. As a representative, you will need to regularly update this information to ensure
accurate tracking. This process helps us assess the effectiveness of our sales approach, adapt
our strategies as necessary, and ensure the satisfaction of both the referred customer and the
referrer.

Reward

Upon the successful installation of the referred customer's solar system, the referring customer
is eligible for a reward. This reward varies based on our current promotions but typically
includes bill credits, discounts on future maintenance or upgrades, or even cash rewards.

Be transparent about the reward system with the referring customer, explaining when and how
the reward will be given. This encourages further referrals and maintains a high level of
customer satisfaction.

In conclusion, our referral program benefits both our customers and RayHarvest Solar. For
customers, it provides an opportunity to share the benefits of solar energy with others while
earning valuable rewards. For RayHarvest Solar, it helps us reach new clients who are likely to
be interested in our products, thereby driving our mission to promote clean, renewable energy.
As a sales representative, promoting and managing this program is a critical part of your role,
contributing to both company growth and customer satisfaction.

9. Compliance and Best Practices

. Always uphold RayHarvest Solar's values and mission.

. Ensure customer privacy and data security.

. Be transparent about product costs, benefits, and limitations.

. Continuously update your product knowledge and skills.
Remember, our goal is not just to sell solar systems, but to help customers understand and
embrace the benefits of solar energy. As RayHarvest Solar representatives, we all play a
significant role in creating a cleaner, more sustainable future.



